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Presolicitation Conference Today!!

Identify & Brief Participants
Open Conference
Obtain Feedback on the SOW
Document all Information
Identify Interest
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Firm-Fixed Price

Cost-Reimbursement

Time & Materials
Cost-Plus-Fixed Fee

Fixed-Price Award Fee

Cost or Cost Sharing

Cost-Plus Incentive Fee
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ANALYZE MARKET
RESEARCH

PERFORM RISK
ANALYSIS

ESTIMATE RISK
IMPACT ON COST
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VG 4-4

Profile of Contract Risk

Cost Sharing 
(CS)

Cost Plus Fixed 
Fee (CPFF)

Cost Plus Award 
Fee (CPAF)

Fixed Price 
Incentive (FPI)

Firm-Fixed 
Price (FFP)

Cost Plus Incentive 
Fee (CPIF)

Greatest Risk 
on Contractor

Sharing Risk

Greatest 
Risk on 

Government



Section Title

A
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I
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M

Solicitation/Contract Form

Supplies or Services and Prices/Cost

Description/Specifications/Work Statement

Packaging and Marking

Inspection and Acceptance

Deliveries or Performance

Contract Administration Data

Special Contract Requirements

Contract Clauses

List of Attachments

Representations and Certifications

Instructions, Conditions, and Notices

Evaluation Factors for Award
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Uniform Contract Format (UCF)



VG 8-1

Checklist to Ensure a Proposal is Complete
Factors Yes    No

1.  Are there any minor irregularities and informalities?

     •  Did the offeror provide information concerning the 
        number of employees?

     •  Did the offeror return the number of copies or signed 
        offers required by solicitation?  

     •  Has the offeror furnished affidavits concerning its parent 
        company and affiliates when applicable?

     •  Has the offeror executed the certifications with respect to     
        Equal Opportunity and Affirmative Action Programs

2.  Are there any substantive differences between the RFP     
     and the proposal's terms and conditions?

3.  Are there any inconsistencies and errors of a quantitative 
     nature?

4.  Has the offeror provided the other necessary certifications? 
     The following is a list of some of the required certifications:

Procurement Integrity

Debarment, Suspension, etc.

Small Business Concern

Small Disadvantaged Business Concern

Woman-Owned Small Business

Walsh-Healy

Clean Air and Water

Buy American

FAR 52.203-8

FAR 52.209-5

FAR 52.219-1

FAR 52.219-2

FAR 52.219-3

FAR 52.222-19

FAR 52.223-1

FAR 52.225-1
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Instructing Technical Evaluators
Factors Yes    No

- quantities and kinds of material proposed
- need for the number and type of labor hours
- special tooling and facilities proposed
- reasonableness of proposed scrap

2.  Did you report specific deficiencies in the technical     
     proposal?

1.  Did you inform the Technical Evaluators on how to
     determine each proposal's technical acceptability?
     For example:

                      

                     

3.  Do the Technical Evaluators know that the terms of 
     technical acceptability should be based on:

                 

4.  Did you inform the Technical Evaluators what 
     information to analyze for cost or price analysis? For 
     example:

     
                

5.  Did you inform the Technical Evaluators of when to 
     recommend use of a factfinding session and do they   
     understand the need to identify the specifics on   
     what must be asked of the offeror?

6.  Did you explain to the Technical Evaluators when to 
     recommend that the RFP may need to be amended
     and why?

7.  Did you inform the Chairman of the Technical Evaluation
     Committee that his signature is required on the summary
     evaluation report?

- statement of work
- technical evaluation factors

- acceptable
- capable of being made acceptable                
- unacceptable 



VG 10-1

Cost and Pricing 
Data

Historical Accounting Data

Management Decisions

Unit Cost/Labor Efficiency

Vendor Quotations

Changes in Production 
Methods

Changes in Volume
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Truth in Negotiations  
Act of 1962

15.802     Policy

     (a)  10 U.S.C. 2306a and 41 U.S.C. 
254(d) provide that all executive agencies 
shall require a prime contractor or any 
subcontractor to submit and certify cost or 
pricing data under certain circumstances.  
The Acts also require inclusion of contract 
clauses that provide for reduction of the 
contract price by any significant amounts 
that such price was increased because of 
submission of contractor or subcontractor 
defective cost or pricing data.
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Data for Cost Analysis

Historical Data

Previous Estimates

7360.008200.008487.007967.00 
8163.007802.00

Technical Evaluators

Forecasts/Planned 
Expenditures
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Estimating System 
Survey Report

Sources of Data for Estimates

Supportive Documentation

Responsibilities for Reviewing 
Estimates

Procedures for Developing 
Estimates

Coordination and Communication

Management Support
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Elements of Cost-Direct 
Material

Raw Materials

Purchased 
Parts

Interdivisional 
Transfers

Subcontracted 
Items

Standard 
Commercial 
Items
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Elements of Cost - 
Material Overhead

Purchasing

Transportation

Storage

Loading Dock &
Quality Control
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Elements of Cost - Direct 
Labor
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Elements of Cost - Other 
Direct Costs

Insurance

Special
Insurance

Packaging & Packing

Start Up

Schedule

Phase I

Phase II

Phase III

Completion

Jan Feb Mar Apr May

Training

Travel
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Elements of Cost - Indirect 
Costs

FEDERAL

EXPRESS
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Structured Approach 
to Profit Analysis

Contractor Effort

Contract Cost Risk

Federal Socioeconomic 
Programs

Capital Investments

Cost Control

Past Accomplishments

Independent Development
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EXCLUDE OFFERORS OUTSIDE 
THE TECHNICAL RANGE

EXCLUDE OFFERORS OUTSIDE 
THE PRICE RANGE

EXCLUDE OFFERS THAT RANK 
FAR BEHIND OTHER PROPOSALS

Determining 
Competitive Range
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Negotiation Strategy

OVERALL STRATEGY

REVIEW PRENEGOTIATION OBJECTIVES

ASSEMBLE AND BRIEF TEAM

RESEARCH OFFERORS STRATEGY

IDENTIFY FACTORS AFFECTING NEGOTIATIONS

IDENTIFY PRIORITIES
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Approving Officials

Legal Staff

Level Above CO

Requiring Activity

DEPARTMENT HEAD



VG 16-2

Pre-Award Notifications

Small 
Business 
Offerors

Agency Public 
Liaison Office

Media

Agency 
Public
Liaison
Office
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Post-Award  
Notifications

Requiring Activity

Unsuccessful Offerors

CBD

Government Agencies
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